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INDEX OF FEATURE ARTICLES IN OFFICES APPLIANCES January through June 1966 





Volume 123, Numbers 1, 2, 3, 4, 5 and 6 


On this and the following pages is listed the special feature. material published in OFFICE 
APPLIANCES magazines during the first half of 1966. Articles are classified by subject 
to permit easy and convenient reference. 


| - MANAGEMENT (admiiistration) 





STRAUCH AUTOMATES,. Dealer in Mesa, Ariz., employs data processing to keep up 


with the flexibility and versatility of big business competition. February, 1966, pages 
109-111. 


LOCAL GOVERNMENTS ARE BIG SPENDERS. Few customers of the office supply dealer 
offer more lucrative potential than state, city and county government offices and depart- 
_ments. February, 1966, page 112. 


A MINT: THE MIDDLE MARKET, The vast middle-price office furniture market can be 
a gold mine for dealers. This double-barreled case history tells how two dealers-- 
Jordan-Scheid Co. of St. Louis and Polinsky Co. of Cincinnati, Ohio--have cashed in 
on it. May, 1966, pages 68-70. - 


PICKING A NEW LINE. President of Lathem Time Recorder Co. lists the points to 
consider and the pitfalls to avoid in choosing a new line of merchandise to sell. June, 


‘1966, pages 120-121. 


Il - SALES & SALES TRAINING 





NOMDA COURSE ON SALES TRAINING AND MANAGEMENT. Dale Carnegie's 
sales course will be included in new course to be provided by the National Office Machine 
Dealers Assn. for dealers and salesmen. January, 1966, pages 104-105. 


THE SALT LICK. L.R. Addington, a sales executive with National Blank BookCo., 
tells how to improve profits by selling products with exclusive features that are worth more 
to the user. February, 1966, page 32. 


CONTRACT DEALER SHOOTS HIGH FOR VOLUME. Joseph Gleit of Manhattan 
Stationery Co., New York, sees bright future in supplying institutions and large corpora- 
tions--and not at expense of small dealer. March, 1966, pages 48-49. . 
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Index of Feature Articles in OFFICE APPLIANCES January through June, 1966 (continued) 





Il - SALES & SALES TRAINING - cont'd 





PHONE GIVES CITY DEALER THE EDGE, Simax Stationery Co., New York, stimulates 


sales through telephone contacts, capacity to meet customer emergencies. March, 1966, 
pages 50-51. 


GOOD WILL WOOS TODAY'S MERCHANT. Wade Senter, vice-president of Monroe 
Sweda Division of Litton Industries, believes the personalized Main Street approach is still 
the best way to win customers. March, 1966, page 99. 


PERSONAL TOUCH STRESSED BY BROWNING BROTHERS. A dealer in Corpus Christi, 
Tex., builds a half-million dollar business through personal contact, design department 
and solid promotion. March, 1966, pages 100-101. 


THE INSIDE STORY ON SELLING SUPPLIES. Four top salesmen--Peter Courtney, 
Harold Duffy, Hubert Freville and Austin G. Hall--share their experiences and know-how 
in developing outside supply sales. April, 1966, pages 42-49 & 132-134. 


SHARP NEWS EYE.SPOTS JOB LEAD. Palmer Stamper, sales coordinator for Carolina 
Office Equipment Co., describes a lucrative hospiial design-furnishing job gained via 
a news story. April 1966, pages 110-113. 


MACHINE SALESMEN TELL HOW THEY SELL. Five experienced office machine salesmen-- 
Harry Bradley, Ray Catlett, Lou Klass, Phil Schirtzinger and Curt Segraves--discuss 
contacts, use of demonstrators, price-cutting by competition, complaints, sales aids, 


record-keeping and quotas. The first article of a two-part series. June, 1966, pages 
42-47. 


UPGRADING A PROSPECT FROM $25 to $1,000. One solid evening's selling brings big 
rewards for Loren L. Jenkins of Houston. June, 1966, pages 48-49. 


GIANTS RIPE FOR CENTRAL DICTATING. Nyematic Dictating Systems, New York- 
based distributor-dealer, chalks up noteworthy gains selling central dictating systems. 
June, 1966, pages 50-51. 


ELEVEN HOURS ON THE GO (GO, GO, GO). Curt Benner, an Indianapolis machine 
dealer-salesman, takes an OA editor with him through an "ordinary" day. June, 1966, 
pages 52-56. 


SELECTIVITY, INGENUITY PUT HEIN IN DESIGN BIG LEAGUES. Hal Hein, partner 
in New York's Mid-City Press, a stationery~supply business, entered the office design- 


furniture field just three years ago. Now it accounts for one-third of the firm's income. 
June, 1966, pages 116-118. 
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Index of Feature Articles in OFFICE APPLIANCES January through June, 1966 (continued) 





lil - MERCHANDISING 





A. Advertising & Promotion 





COUNTDOWN STARTS FOR NOPW. Time for coordinating and planning for National 
Office Products Week, Feb. 10-19. Promotional kits soon will be mailed. January, 
1966, pages 48-49. 


READY? NOPW IS HERE. The office products industry's first multi-product national 
promotion is ready to go. Dealers are given a final check list of things to do to insure 
successful participation. February, 1966, page 52. 


PROMOTIONS BOOST MACHINE SALES. Numerous promotions, plus a consistent ad- 
vertising program and prompt service work, bring in the business for Capital Typewriter 
Co. of Little Rock, Ark. March, 1966, pages 52-54. 


NOPW BOOSTS SALES FOR HORDER'S. Chicago dealer cashes in on NOPW promotion 
and enjoys a sizable increase in volume. April, 1966, pages 50-53. 


LONGTIME ADVERTISER RECEIVES OA AWARD. Art Metal, Inc., is honored by OFFICE 
APPLIANCES for advertising more than a half century in the magazine. April, 1966, 
pages 114-115. 


LOW-FLYING 'KITE' ROLLS TO BIG SALES. Enterprising manufacturers' rep, A. W. 
Lindblad , Cleveland, uses a 14-foot trailer (which he calls "Kite") to transport office 


equipment for demonstrations to dealers and their customers in remote areas. May, 
1966, pages 76-77. 


NOPW SCORES BIG SUCCESS. Winners of the Sweepstakes prizes for NOPW are listed, 
along with a summary of the ways dealers promoted the week. May, 1966, pages 134-141. 


B. Store Layout & Display 





TULSA FIRM HAS A NEW LOOK--AND NEW LIFE. With a completely remodeled store, 
inside and out, Ray Roberts has made Fields-Downs Randolph Co. a force to be reckoned 
with in the office supply field. January, 1966, pages 98-101. 


NAPP'S NEW STORE IN MANITOWOC, Wisconsin dealer, E. A. Napp, opens his 
third "new home" in two-story building he modernized inside and out. January, 1966, 
pages 106-107. 


RESERVE SPACE IS BUILT-IN PLUS. Duplicator Supply Co. provided for plenty of future 
expansion when choosing a new location for its Denver, Colo., store. It features over- 


sized showroom windows that display equipment to great advantage. January, 1966, 
pages 116-117. 
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Index of Feature Articles in OFFICE APPLIANCES January through June, 1966 (continued) 





Ill - MERCHANDISING - cont'd 





FACE LIFTING PUTS ZIP IN KLEIN'S SALES, Twenty-five per cent sales increase results 


when Westport, Conn., dealer enlarges and modernizes his 27-year-old store. March, 
1966, pages 104-105. 


C. Services 





DESIGN JOBS UP SALES OF DEALERS. Two alert dealers--Dillon Office Furniture Co., 
Pittsburgh and Clark Peeper Co. of St. Louis--are profiting from their design services. 


One company has a design staff; for the other, salesmen do their own designing. May, 
1966, pages 58-59 & 62-64. 


IV ~ MARKET RESEARCH 





AUTOMATION-~~-THE DEALER'S BIG MONEY MARKET. A survey of dealers shows that 


more of them are capitalizing on the opportunity for increasing sales in data processing. 
January, 1966, pages 38-47. 


DON'T SELL SUPPLIES SHORT. An OA survey of dealers throughout the nation reveals 
that their office supply business is better than ever and their outlook for the future is 
bright. March, 1966, pages 42-47. 


WHAT'S HAPPENING IN OFFICE FURNITURE? OA survey shows the trends that are 
reshaping the office furniture market and indicates what dealer salesmen and their bosses 
must do to stay on top. May, 1966, pages 38-45, 48. 


DEALERS SOUND OFF ABOUT REPS. OA interviews dealers to learn their opinion of 
furniture manufacturers’ staff salesmen and reps. Reaction is mixed--but leans toward 


the unfavorable. May, 1966, pages 83, 86, 88, 90-92. 


V - PRODUCT DATA 





A. Supplies 





SPANISH TREASURE PRODUCES NEW PEN. Parker Pen Co. produces limited number 


of pens made from silver recovered from a Spanish galleon sunk off Florida coast in 1715. 
February, 1966, page 117. 


MICROFILM--DEALERS' NATURAL. Ronald L. Dennis, director of marketing, Copia 
Manufacturing Corp., tells how microfilm can alleviate two problems that beset offices-~ 
space and efficiency--and why it is a natural for dealers to handle. March 1966, page 98. 
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Index of Feature Articles in OFFICE APPLIANCES January through June, 1966 (continued) 





V - PRODUCT DATA - cont'd 





D. Business Forms 





FORMS-~-THE DEALER'S PAPER TIGER. An up-to-date analysis of the high-growth business 
forms market and where its future potential for dealers lies. Quality Stationers & Printers, 
Blue Island, IIl., and Acme-Puig Office Supply Co., Chicago, describe how they have 
tamed the paper tiger. February, 1966, pages 40-47. 


VI - OFFICE DESIGN 





TAILORED WALLS OFFER FUNCTIONAL VERSATILITY. For American Dental Assn .'s 
new Chicago headquarters, Graham, Anderson, Probst & White create a showplace of 
modern design, which features paneled walls, many of which are movable and hide filing 
cabinets and closets. May, 1966, pages 94-95. 


DESIGNER, CERAMICIST COMBINE TALENTS, CLICK. Ceramicist creates a unique, 


multi-cylindered ceramic wall for the spacious showrooms of Columbia Furniture Co. in 
New York. June, 1966, pages 122-123. 


Vil - INDUSTRY SHOWS AND MEETINGS 





WORKSHOP HELD ON COMMUNICATION. How to communicate--with words and 
without them--is discussed by an expert, Dr. Georgette McGregor, at convention of 
Western Office Machine Dealers Assn., January, 1966, pages 118-120. 


NSOEA 'WORLD SERIES.' All about the National Stationery and Office Equipment 
Assn .'s West Coast Convention and Exhibit in Los Angeles' Dodger Stadium and Biltmore 


Hotel, Feb. 17-20. (supplement to West Coast circulation copies only) February, 
1966, pages 2A-2H. 


STORES NOT DEAD SAYS NSOEA PREXY. In his talk at the West Cogst Convention, 
J. Lester Longino insists there is a "bright, profitable future" for retailers who meet the 
industry's six challenges. April, 1966, pages 54-55. 


THREAT OF MONOPOLY AIRED AT NSOEA. Albert A. Carretta, a former member 


of the Federal Trade Commission explains the dangers and allowances giant corporations 
have in moving into the retail sphere of business. April, 1966, pages 118-120. 


VIIL - FOREIGN SHOWS AND MARKETS — 





U.S. DEALERS VISIT GERMAN FAIR, PLANTS. Abe Freifeld arranges dealer trip to 
Leipzig International Trade Fair and Ascota Werke factory in West Germany. March, 


1966, pages 102-103. 
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Index of Feature Articles in OFFICE APPLIANCES January through June, 1966 (continued) 





Vill - FOREIGN SHOWS AND MARKETS - cont'd 





INSIDE A CHANGING MARKET: JAPAN. An up-to-date report on Japan's expanding 
office products industry--the stiffening competition, the gains in the calculator field, 

the huge annual Tokyo Business Show, the 100-year-old pen maker who's still going strong 
and a look at the latest Japanese office products. June, 1966, pages 57-76. 


IX - MISCELLANEOUS INDUSTRY NEWS 





OFFICE EQUIPMENT DEALER FOR 1965. Gale L. Mead, president of Mead-Columbia, 
Detroit, is chosen for OFFICE APPLIANCES award for outstanding achievement as a dealer 
and distributor. February, 1966, pages 48-51. 


BOROWSKI HONORED BY GREAT LAKES CLUB. Ted Borowski of Elmer Krumwiede & 
Associates, Chicago, is named "Traveler of the Year" by Great Lakes Travelers Club. 
February, 1966, pages 114-115. 


'SIG' MARKS SIXTY YEARS IN INDUSTRY. Siegfried A, Fanslau, 76-year old outside 
salesman for Chicago's Marshall-Jackson Co., is honored by firm's officers and fellow 
salesmen. February, 1966, page 116. 


"LUD' SINGER TURNS REINS OVER TO PAICH,. Ludwig D. Singer sells his firm, Standard 
Visible File Co., Chicago, to Sam Paich. April, 1966, pages 116-117. 


VETERAN STATIONERS HONORED IN DETROIT. Forty-five Detroit area men were 
honored recently by Greater Detroit Stationers Club for having spent at least 40 continuous 
years in the industry. June, 1966, pages 124-125. 





OFFICE APPLIANCES Magazine is published by Business Publications International, Inc. 
Editorial Offices: 288 Park Ave., West, Elmhurst, II]. 60126 


(Copies of these articles are available from University Microfilms, Inc., 300N. 
Zeeb Rd., Ann Arbor, Michigan 48106) 


INDEX OF FEATURE ARTICLES IN OFFICE APPLIANCES July through December 1966 





Volume 124, Numbers 1, 2, 3, 4, 5 and 6 


On this and the following pages is listed the special feature material published in OFFICE 
APPLIANCES Magazine during the second half of 1966. Articles are classified by subject 
to permit easy and convenient reference. 


| - MANAGEMENT (administration) 





THE BLACKBOARD JUNGLE. Office supply dealers are engaged in a fight for survival in 
the school supply field. Some have dropped out of the fray; others use merchandising 
know-how to win out. July, 1966, pages 38-44. 


REP-DEALER TEAM SELLS BIG SYSTEM. With help from a manufacturer's representative, 
L-M Stationery Co., Chicago, sells a systems installation to a large insurance company . 
July, 1966, pages 108-109. 


BELL OFFERS SERVICE TO HELP FIRMS MAKE BETTER USE OF PHONE, Outside salesmen 
can work more efficiently and cut selling costs by judicious use of the telephone, and the 


Bell System shows how through a program known as "Phone Power." July, 1966, pages 
114-115. 


GIFTS ALL OVER THE STORE. Every item is a gift item at Otto Ulbrich Co., Buffalo, 
N.Y. This outstanding dealer knows how to sell business gifts to business people. August, 
1966, pages 30-35. 


GREAT USE OF DESK COPIERS PREDICTED. Convenience sparks trend to a $700-million 
market in secretarial desk copy machines in the next three years. September, 1966, 
pages 144, 146, 


DEALERS MUST FIGHT DIRECT-SELLING MANUFACTURERS, R. L. Sinclair, Los Angeles 
furniture manufacturers' representative, calls on dealers to determine the selling practices 


of the lines they handle and take action against offending manufacturers. September, 1966, 
pages 158-159. 


FIVE ADVANTAGES IN TRUCK LEASING. H.W. Clopp, Trenton, N.J., furniture dealer, 
finds it expedient to utilize the services of a truck-leasing firm for nearly all deliveries. 
September, 1966, page 160. 


TODD FURNITURE: JUST WHAT THE DOCTOR ORDERED. As the business of furnishing 
doctors' waiting and consultation rooms and hospital offices and lounges gets too big, Irving 
Greenberg, the owner of Bellevue Surgical Supply Co., Reading, Pa., forms Todd Office 
Furniture Co. to provide a complete decorator shop for all business and industry. The sister 
firms offer each other valuable leads. September, 1966, pages 202, 204, 206 & 208. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 





| - MANAGEMENT (administration) - cont'd 





IT TAKES TWO TO MAKE A HOT ITEM CATCH FIRE. Schooley, Kansas City, Mo., 


dealer, teams up with manufacturer to promote and sell markers. October, 1966, pages 50- 
53. 


FTC RULES AGAINST KNOLL IN FURNITURE PRICE CASE. Knoll Associates, New York, 
is ordered to stop discriminatory pricing practices among various types of retail outlets to 
which it sells its furniture. October, 1966, pages 156, 158 & 160. 


YOUR STEADIEST CUSTOMER--THE SHOPLIFTER. Ways to forestall shoplifting are revealed 
by an inmate who gathered material from 24 fellow prisoners--all former shoplifters. 
October, 1966, pages 162, 164-166. 


BAUMAN GETS BIGGER: HERE'S WHY. Wichita-Kansas City-Denver dealer believes in 
getting the best price, paying cash and taking the cash discount because he can make more 
money in buying merchandise than in selling it. October, 1966, pages 184-185. 


WHAT IS A CUSTOMER? The eleven commandments of good business. October, 1966, 
page 222. 


THE FURNITURE FIELD: A LADY EXEC'S IDEAS. Mrs. Moselle Meals, the president of 
Taylor Chair Co., is recognized as one of the most design-conscious individuals in the office 


furniture industry. She sees the dealer as the person who must develop this same consciousness. 
November, 1966, pages 157-158 & 160. 


TRIP TO JAPAN IS EDUCATIONAL FOR 53 DEALERS. Caltype Corp. recently hosted a 
trip to Japan for dealers selling the most Caltec adding machines. Tour members had 
opportunities to observe Japanese factories and stores and chat with dealers and plant 
managers. November, 1966, pages 162-164. 


YOU CAN BE ALL THINGS TO ALL PEOPLE. Harold R. Caplan of American Office 


Equipment/Interiors, Kansas City, Mo., tells how he successfully handles all lines of new 
furniture plus design jobs and used items. December, 1966, pages 96-101. 


ll - SALES & SALES TRAINING 





HOW TO SELL SCHOOL SUPPLIES TO SCHOOLS. One of the experts in this field, 
Blackwell-Wielandy Co., St. Louis, gives valuable pointers. July, 1966, pages 45-48. 


HUNCH, PERSUASION, LUCK: A WINNING PARLAY. Tony Alengo, a salesman for 
Marshall-Jackson, Chicago, kept his eyes open and looked for an opportunity; he found 
it and made his biggest sale. July, 1966, page 49. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 


Il - SALES & SALES TRAINING - cont'd 





PROBLEMS , PROMOTIONS, OUTLOOK. Five office machine dealer-salesmen discuss five 
important areas of their operations in the second and concluding article on the "Machine 
Dealer-Salesmen's Roundtable." (first article appeared in June, 1966, pages 42-47.) 
July, 1966, pages 50-52. 


REP-DEALER TEAM SELLS BIG SYSTEM. With help from a manufacturer's representative, 
L-M Stationery Co., Chicago, sells a systems installation to a large insurance company. 
July, 1966, pages 108-109. 


EXTRA EFFORT RESULTS IN $30,000 JOB. Jack H. Pinkerton, president of Hoskins Co., 
spent months learning about Philadelphia Gas Works' office and its problems before sub- 


mitting the winning bid on furniture for the utility's remodeled quarters. August, 1966, 
pages 36-37. 


A CRAZY WAY TO SELL OFFICE FURNITURE? Offbeat sales methods prove effective 
against fierce competition for small Indianapolis, Ind., dealer, Ralph Richard Dillon. 
August, 1966, pages 38-40. 


HOW NOT TO SELL OFFICE MACHINES. A young "salesman" seizes the opportunity to 


sell his own typewriter right in the middle of Irv Keller's Washington, D.C., store. 
August, 1966, page 41. 


YOU'RE THE EXPERT: SO SELL LIKE ONE. Salesman Gene Richards of Houston tells how 
he handled the bank president who thought he was entitled to a cut-rate price on furniture. 
September, 1966, page 72. 


YOUNG FIRM THRIVES ON COLD CALLS. The individual salesman and his personal 

approach are the big guns in the sales program of Columbia Business Supply in Vineland, 

N.J. Business machines sales manager, Nick Warker, outlines firm‘s sales training 
program. September, 1966, pages 169-170 & 172. 


REQUIRED READING FOR DEALER'S STAFF. President of James A. Head Co., Birmingham, 
Ala., tells why he makes it mandatory for all personnel to carefully read each trade 
publication received in the store. September, 1966, page 197. 


NEW SOURCE FOR SERVICEMEN? Through the Federal Government's Manpower Develop- 
ment and Training Act a highly successful machine service-training program is in its second 
year at Winchester, Ky. September, 1966, pages 198-199 & 201. 


IT TAKES TWO TO MAKE A HOT ITEM CATCH FIRE. Schooley, Kansas City, Mo., 
teams up with manufacturer to promote and sell markers. October, 1966, pages 50-53. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 





Il - SALES & SALES TRAINING - cont'd 





FOUR-YEAR PITCH RESULTS IN $95,000 SALE. Persistence pays off for Tony De Simone 
of Horder's, Chicago, when he gets the complete designing and furnishing job for the 

new office building of a glove manufacturer he met on his first cold call. October, 1966, 
page 188. 


LAST-DITCH STAND WINS AGAINST STRONG RIVAL. Dan P. Scott of Tulsa, Okla., 
tells how he landed a $50,000 order against a competitor who had a big head start on the 
job. November, 1966, page 59. 


A 10-CENT DELIVERY LEADS TO $1,000 PAYOFF. Russ Thompson describes how the 


delivery of a red-lead pencil on a 1935 below~zero day led to a $1,000 sale the next 
spring. December, 1966, page 20. 


Ill - MERCHANDISING 





A. Advertising & Promotion 





THE BLACKBOARD JUNGLE. Office supply dealers are engaged in a fight for survival in 
the school supply field. Some have dropped out of the fray; others use merchandising know- 
how to win out. July, 1966, pages 38-44. 


HOW TO LOOK YOUNG AT 100. Smith & Butterfield, Evansville, Ind., celebrates 
its 100th birthday with a vigorous thrust into its second century through an all-out promotion. 
August, 1966, pages 42-44. 


PREVIEWS TV ADS BY PICTUREPHONE.. Sanford Ink Co. uses a Bell System "Picturephone" 
hookup between Chicago and Washington, D. C., to introduce a new ad program to dealers. 
August, 1966, pages 92-93. 


PROMOTING THROUGH NOPW. Special promotions like National Office Product 
Weeks (which is sponsored by OFFICE APPLIANCES with the participation of top-flight 
office products manufacturers and is designed to help build profitable business for dealers) 
pay off for alert store owners. Franklin Printing & Engraving Co. of Toledo, Ohio, proves 
it. ‘September, 1966, pages 51-56. 


WHAT '67 NOPW PROGRAM CAN DO FOR DEALERS. Detailed list of the materials 
available free from OFFICE APPLIANCES for promoting the 1967 observance of National 
Office Product Weeks. September, 1966, pages 56-57. 


TALKING YOURSELF INTO SUCCESS. The career of Ed Napp, Manitowoc, Wis., 
demonstrates how civic activities and public speaking can provide an office products 
dealer with highly effective "soft-sell" promotion. September, 1966, pages 58-61. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 





lil - MERCHANDISING - cont'd 





NAME GAME: ITKIN ADS SELL ITKIN. New York dealer's newspaper advertising puts 
across, builds and buttresses a highly favorable image. September, 1966, pages 62-66. 


STOCKWELL & BINNEY OPENS SIXTH STORE. To mark the grand opening of its new 

store in Covina, Calif., S & B uses a wide variety of newspaper promotion to present 
merchandise, introduce store personnel and promote its furniture-design-decorating services. 
September, 1966, pages 184-185. 


HOW PARKER’S MODERNIZED ITS AD PROGRAM. Pasadena, Calif., dealer uses ad 
agency campaign to reflect store's quality, friendliness, and modern methods of doing 
business. October, 1966, pages 43-49. 


IT TAKES TWO TO MAKE A HOT ITEM CATCH FIRE. Schooley, Inc., Kansas City, Mo., 
teams up with manufacturer to promote and sell markers. October, 1966, pages 50-53. 


QUINT CITIES TUNED TO DEALER'S PITCH. Business Systems Co. finds radio commercials 
bring excellent results; TV spots coming. October, 1966, pages 57-60. 


BIGGER, BETTER NOPW PROMOTION SHAPES UP FOR '67. "Special Values” heighten 
interest in National Office Product Weeks. October, 1966, pages 60-61. 


HOW AND WHY TO PROMOTE PAPER. Suggestions for increasing sales of this office 


staple from the national sales manager of Allied Carbon & Ribbon Manufacturing Corp. 
October, 1966, pages 206-208 . 


DIRECT MAIL CAN PAY. Detroit dealer, Macauley's, is prospering because Jack Macauley 
experimented with direct mail and found how valuable it could be to his operation. 
November, 1966, pages 47-51. 


HISTORICAL DIARY PROMOTES ALL YEAR LONG. Schmidt Printing Co., Rochester, 
Minn., distributes a novel almanac-calendar nationally. November, 1966, pages 56-57. 


BE A WINNER WITH NOPW. More about the promotion materials and the prizes available 
for National Office Product Weeks. November, 1966, page 58. 


PROFITS, PRIZES GALORE FOR NOPW DEALERS. Sixteen-day February promotion offers 
rich rewards to consumers and dealer salesmen. December, 1966, pages 52-54. 


B. Store Layout & Display 





GIFTS ALL OVER THE STORE. Every department can be a gift department, and smart 
window displays pull gift shoppers in Otto Ulbrich Co.'s Buffalo, N.Y., store. August, 
1966, pages 30-35. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 





Ill - MERCHANDISING - cont'd 





PROMOTES OFFICE IN THE HOME. Front window display of Klein-Heimbinder on New 
York's Madison Ave. features about 40 office-in-the-home items to arouse customer 
interest. October, 1966, pages 54-56. 


"OUR WINDOWS ARE OUR SALESMEN ." New York dealer's windows stop crowds, build 
traffic, send sales zooming. Barry Siskind, co-owner of Airline Stationery Co., Inc., tells 
how he does it. November, 1966, pages 40-46. 


USES WALL FOR TRAY DiSPLAY. Walter E. Gockley Stationery in Arcadia, Calif ., finds 


a novel way to show customers the variety of desk trays available and at the same time use 
what is normally waste space. November, 1966, page 166. 


C. Services 





FREE PARKING NICKELS SPUR DEALER'S TRADE. Typewriter Supply Co., Fort Worth, 


Tex., finds that supplying nickels for parking meters attracts shoppers to the store. July, 
1966, pages 110-111. 


A CRAZY WAY TO SELL OFFICE FURNITURE? Ralph Richard Dillon, Indianapolis, Ind., 
does very well against fierce competition by working with management to find good tenants 


for vacant or rundown buildings and then cashing in on the furnishings jobs. August, 
1966, pages 38-40. 


HINKLE'S HELPS SOLVE STORAGE PROBLEM. Hinkle's Book Store in Winston-Salem, 
N.C., comes up with easy-to-install-and-adjust shelving for the special building that 
Wachovia Bank & Trust Co. erected to house all the old records that a bank must keep. 
September, 1966, pages 188-190. 


PACKAGE CONCEPT PUSHES SALES UP. Since its founding in 1947, Cole &Co., 
Harrisburg, Pa., has placed its entire emphasis on the "total room concept." Leonard N. 
Berman, the general manager,. describes this operation. October, 1966, pages 176-178. 


MURAN'S "AUTOMATED ACRE." Boston firm believes a modern office products distributor 
must offer a wide variety of services to customers--immediate delivery of stock items, 
facilities for printing business forms and well-staffed systems design and contract furniture 


departments--and opens a new plant to make all these things possible. October, 1966, 
pages 197-199. 


DEMONSTRATION DESKS SELL TYPEWRITERS. Prospective typewriter. buyers like to 
try a machine before they buy. And they are invited to do just that at Hughes Typewriter 
Service, Monrovia, Calif. October, 1966, page 212. 


ONE-STOP SHOP FOR OFFICE PRODUCTS. Latta's consolidates its five divisions and 


affiliates in a brand-new shopping mart for office products and supplies. October, 1966, 
pages 214-216. 
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Index of Feature Articles in OFFICE APPLIANCES July through December, 1966 (continued) 





IV - MARKET RESEARCH 


REPS SOUND OFF ABOUT DEALERS. Manufacturers’ representatives and factory salesmen 
reply to OA editorial and the May, 1966, article, "Dealers Sound Off About Reps." 
September, 1966, pages 148-151 & 158. 


COMPUTER SCOFFS AT VALUE OF ECONOMIC GUIDES. Study shows that general 
economic indicators are next to worthless in forecasting the office furniture business. 
September, 1966, pages 180-181. 


PITTSBURGH TEST: HOW GOOD IS OUTDOOR? An experiment now is underway that 
may provide some measure of the value of outdoor advertising to office product dealers. 
Program is being sponsored by Columbia Office Furniture, a manufacturer, with the 
participation of Dillon Office Furniture Co., Pittsburgh dealer. October, 1966, page 59. 
(For results of the study see OA, January, 1967, page 76.) 


WHY OFFICE MACHINE BUYERS BUY. Among the objectives of the "Fortune Magazine" 
survey described in this article were to determine: (1) general opinions regarding office 
efficiency; (2) prevalence of standardized purchasing policies; (3) importance of operator 
preferences in choosing machines; (4) usage patterns in typewriters, copying machines 


and dictating equipment; and (5) penetration of the market by imported machines. 
October, 1966, pages 218,220. 


WHY DEALERS ARE OPTIMISTIC. OA asked representative office products dealers through- 
out the nation what they believe 1967 will hold for them. Here is an analysis of their 
replies. December, 1966, pages 38-46. 


WHAT ARE DEALERS PLANNING FOR 1967? OA surveys dealers about their plans for 


operational changes and store expansion within the coming year. December, 1966, pages 
47-49. 


V_- PRODUCT DATA 





D. Business Forms 





THE INVENTION THAT MADE THE FORMS INDUSTRY. History of Autographic Business 
Forms, Inc., from the first crude method of producing duplicate records developed by 
James Shoup in 1875. October, 1966, pages 200-205. 


Vi - OFFICE DESIGN 





WINNERS IN OFFICE DESIGN CONTEST. Texas A & M architecture students sweep 


all five awards in Royalmetal Corp.'s "Design of a General Office Contest." August, 
1966, page 90. 
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Vi_- OFFICE DESIGN - cont'd 





SHOWROOM SHOWS SMART SPACE SENSE. New York offices of furniture manufacturer, 
General Fireproofing Co., show how a showroom can project the story of office planning. 
September, 1966, pages 165-166. 


DISPLAYS FURNITURE AS WORKS OF ART. Furniture manufacturer, Stow/Davis, opens 
a new gallery in Chicago's Merchandise Mart where furniture is shown like sculpture in a 
specially created architectural environment. October, 1966, page 194. 


OFFICE PROFILES FOR PROFESSIONALS. Presenting 10 model offices, each for a 
professional man, which were created by leading midwestern designers in connection with 
a design symposium of the Institute of Business Designers, an affiliate of the National 
Stationers and Office Equipment Assn. November, 1966, pages 152-153. 


Vil - INDUSTRY SHOWS AND MEETINGS 





MACHINE MEN LOOK TO FUTURE AT NOMDA MEETING. Report of the annual con- 
vention of the National Office Machine Dealers Assn. September, 1966, pages 67-68. 


PECK TELLS PLANS AS NOMDA PRESIDENT. Confident Harold Peck of New York out- 
lines his program for the association in the coming year. September, 1966, pages 68-69. 


NSOEA PROGRAM BOASTS VARIETY. Outline for the 1966 convention of the National 
Stationery and Office Equipment Assn. to be held at Chicago's Conrad Hilton Hotel and 
McCormick Place. September, 1966, pages 70-71. 


"PROFILING" PROFESSIONAL OFFICES. The Institute of Business Designers, an affiliate 
of NSOEA, plans to focus attention on the professional man's office at its forthcoming 
symposium. October, 1966, pages 192-193. 


AN EXTRA MAN ON YOUR STAFF. Report on Federal Wholesale Stationery Co.'s 


seminar on the wholesaler-dealer relationship at the NSOEA convention. November, 
1966, pages 52-55. 


THE BIG SHOW IN CHICAGO. Noted speakers, informative workshops and exhibits 
galore attract record attendance at the annual NSOEA convention. November, 1966, 
page 102. 


JERUE MAPS '67 PLANS FOR NSOEA. Newly elected president, Robert S. Jerue, 
reveals determination to lead NSOEA in a vigorous "selling" program during the coming 
year. November, 1966, page 103. ; 


LONGINO REVEALS "OUR THREE STRENGTHS." J. Lester Longino, out-going NSOEA 


president, analyzes industry's strong and weak points in his farewell address. November, 
1966, pages 109-117. 
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VIl_- INDUSTRY SHOWS AND MEETINGS - cont'd 





FANTASTIC CHALLENGES AHEAD FOR DEALERS. At NSOEA convention E. B. Weiss, 
merchandising expert, describes the "communications revolution" that is spawning a host 


of opportunities for the office products dealer. November, 1966, pages 121-122, 124, 
126-128. 


AIMING FOR INDIVIDUALITY , MORE HUMAN WARMTH IN TOMORROW'S INTERIORS. 
IBD holds sixth annual design symposium to probe the future of commercial and institutional 
interiors. November, 1966, pages 146-148, 150. 


OFFICE PROFILES FOR PROFESSIONALS. Presenting 10 model offices, each for a 
professional man, which were created by leading midwestern designers in connection with 


the IBD design symposium. November, 1966, pages 152-153. 


A REALLY BIG SHOW...TEXAS STYLE! Preview of NSOEA's spring show scheduled for 
Dallas, Tex., March 2-5. December, 1966, pages 50-51. 


IX _- MISCELLANEOUS INDUSTRY NEWS 





MAY TAG AND LABEL OBSERVES 50TH YEAR. New York supplier holds open house 
and plant tour to mark half a century of service to office supply dealers. July, 1966, 
pages 112-113. 


"JET FLIGHT” TO 200 PLATO. McClain Hedman & Schuldt Co. of St. Paul, Minn., 
promotes opening of new location in jet-set style. August, 1966, pages 88-89 . 


ADVICE, CONSENT = CHANGES. Corry Jamestown Corp.'s dealer advisory council 
board improves dealer-manufacturer communications and pays substantial dividends for 
both. September, 1966, pages 174, 176. 


STANFIELD DISPLAYS ANTIQUE COLLECTION. Cheyenne, Wyo., dealer invites 
the public to see the nation's largest collection of antique typewriters. October, 1966, 
pages 210-211. 





